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Hi there, today I'd like to share with you an activity that we frequently do in the context of family meetings and workshops.
It's an activity that really helps families to expand their definition and their concept of what their net worth is; and it also
helps their families to begin to communicate about around how they can begin to see their true net worth as is really much
more than just their financial capital or their balance statement. So before we do that, I would like to just take you through a
quick exercise using three sticky notes. 
 
So, if you could grab three sticky notes for anyone who's participating in the activity, put them in front of you, and what I'd
like you to do is to write one word on each of the three sticky notes to describe a mentor in your life - someone that you
admire very much. A role model can be someone from your past or present, and on each sticky note I'd like you to write
one word describing that person. So, it might be an adjective to describe a trait that they have that you admire. It could also
be a hobby that they really enjoyed and were exceptional at. So in the end, each person should have three sticky notes,
each with one word on the sticky notes. 
 
Take those, and for the time being just set them aside and we'll comeback to them, because I'd like to talk to you a bit
about what we call the FISHS framework. This theory comes from Dr. Richard Orlando's book "Legacy". There are many
other people who have written about this idea, that our net worth is comprised of more than just financial capital. This is the
way Richard Orlando frames it, and I like the way that he frames it because it lays out these capital areas in a way that's
very easy to remember using the word FISHS (with no E in the middle). 
 
So, the first would be financial capital and that is what you typically think of as the assets that are found on a balance
sheet. And when you're thinking of this net worth, of course that's going to include real estate assets and overt family
business assets as well as invested assets. This is your financial capital. 
 
Then, the next one would be intellectual capital. And your intellectual capital is both the formal and informal education that
you and your family members have benefitted from. And so, that's the university that you went to, but that's also the travel
opportunities that you've had where you've come back a changed person because of what you've learned. It's the
individual opportunities that you take to increase your learning, like maybe watching an internet video and a series of
videos helped you to learn how to play the piano. So, all of this is encapsulates intellectual capital. 
 
The next would be social capital, and that's the network of relationships you have inside the family, within your family, and
outside - so with the community, your network of friendships, and maybe the boards that you sit on. This is your social
capital. And really social capital then would also incorporate the depth, or the nature of, those relationships. So, you'd have
more social capital if you had a larger network of relationships, but then also if you had a network of very deep
relationships and meaningful relationships as well. 
 
Then human capital would incorporate the unique wiring of the individuals in your family. So maybe you have quirks in your
family. Maybe the things that you love people just know you for - whether that's golf, really good food, the places you like to
travel, or just the general sense of how you show up when you walk into a room. That's your human capital. What your
likes and your passions create in terms of each individual in your family. 
 
And then spiritual capital is the last capital, and that would include a person's or a family's why. That's your purpose, not
just your more traditional faith practices, whatever church that you might attend, or spiritual practices that you might carry
out. This would also include, then, your core family values, your purpose, the reason for being, your give back philosophy,
any kind of generosity or philanthropy work with dollars, or talent or time. This is the why behind who you are as a family
and as an individual.
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So these five capital areas - financial, intellectual, social, human, and spiritual - are interrelated, you can see that easily.
Many times we only have the intellectual capital opportunities, certainly for formal education, because of the financial
capital that we have. Perhaps a social capital relationship that you have inspired you to grow or develop a spiritual capital
value that you have. Maybe you know someone on a board that you sit on that inspired you to be more generous with your
time or your money. And so all of these are certainly interrelated to one another.
 
However, what we notice is that sometimes, in certain phases of life, we spend more time investing in one area of capital
or another. And often times our technical planning, our strategy around developing ourselves, and our readiness for the
future can revolve around the financial capital. Less often do we see people being very intentional about how to develop
the human, spiritual, or social capital in their family. But this is something that we very frequently are having conversation
about with our families, in the context of a family meeting. Which will take us to getting back to our sticky notes... 
 
What I'd like you to do is take each of your sticky notes and, now that we've defined the five capital areas, I'd like you to file
these three sticky notes under one of the capital areas. So each one of these should get filed under financial, intellectual,
social, human, or spiritual, wherever you see fit. This is not an exact science, but if you've written "generous" because your
uncle that inspired you is generous, then you'd probably file that under spiritual. If you've written "intelligence" you'd
probably file that under intellectual. If you've written "business savvy" you could file that under financial. If you've written
"loyal" you'd probably file that under social, because that has to do with relationships. "Exceptional cook" filed under
human capital. So I think that you get this, filing them under each, take a moment to reflect on where might be the best fit.
 
It's interesting to see (we do this activity very frequently), that far and away, every single time when we look at where all of
these sticky notes lie on the page, we have very long lists under the last four capital areas and often times very few under
a financial capital. And we often ask the family, "What's going on here? Why do we why do we see this trend, this pattern?"
And what we hear is "these are the things that are the most important to us in terms of how one human impacts another
human, how we show up for one another. These are the things that inspire us." Not to say that financial capital is not vital -
it's the vital piece of the mix. And what it leads us to be curious about and to recognize is that we don't do as much
planning and we don't have as many meetings talking about how can we develop the intellectual, social, human, and
spiritual capital in both ourselves and our family members. 
 
How can we be as intentional about growing those areas of capital as we often are about growing our financial capital?
And in fact what we learn from the work that we do with families, is that it is specifically in the development of intellectual,
social, human, and spiritual capital that we can support the effective especially transfer of financial capital across
generations. And now, more than ever, in times when the financial capital feels shaky, it feels unsteady - we have
unsteady financial markets, we have uncertain future with regard to future business opportunity - we can look to
intellectual, social, human, and spiritual capital to steady us and to bring us a sense of grounding. Because these are
largely unaffected by our ability to grow, these other areas of capital are largely unaffected by what we have going on in
the financial markets. And so we can look at this time and have the conversations we need to have about financial capital,
if any; but, we can also set goals in that area to try to do what we can to navigate these difficult times. 
 
But let's also do that in the context of setting goals to develop intellectual capital thinking about how we can learn and
maximize our opportunities to learn how to live well in this new reality that we're faced with. We can set goals to increase
social capital to make sure that we're using this opportunity to connect with one another and to deepen our relationships.
Human capital to think about how we're showing up, what our individual passion show the how those are going to play out
at this time. And then spiritual capital, perhaps above all, to be thinking about how can we develop and define our purpose
during this time our core values to think about who we are and what we stand for in what we're going to step into above all
as a family during this time. 
 
And so if we can think about how can we leverage this time to know that we're shaken but we still have this larger net
worth, our net worth is about more than just our financial capital during this time and how can we grow together how can
we continue to be strategic about developing intellectual, social, human, and spiritual capital. Very common for us to do an
activity where we encourage each person to set a goal under each of the capital areas to develop themselves or perhaps
you choose to as a family set a goal that you can all under each capital area that you can all be working towards together. 
 
As always we're here to support so please reach out to be have any comments or questions and we wish you all the best.
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